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Transactions reservation reception method used in stores, involves reserving privilege transaction to 
customer if visiting time of customer falls within time zone determined by stores 
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Alerting Abstract JP A 

NOVELTY - Time based transactions privilege information of a store is provided to several customers through a 
network. Transaction reservation information selected by the customer from the transaction privilege information is 
sent to stores. A privilege transaction is reserved if the customer's visiting time falls within the time zone based on 
unit transactions reservation information. 

DESCRIPTION - INDEPENDENT CLAIMS are also included for the following: 

A. Transaction reservation reception system; 

B. Transaction reservation reception device; 

C. Transaction reservation reception computer program disk 

USE - For sales promotion in stores. 

ADVANTAGE - Enables rapid information transaction on reservation privilege such as discount service to many 
customers, by exhibiting the commercial conditions on a network. 

DESCRIPTION OF DRAWINGS - The figure shows the block diagram of transactions reservation reception 
system. (Drawing includes non-English language text). 
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Search signal generating section 317 generates a search signal using a keyword contained in merchandise 
information on merchandise subject to market research requested from a seller. Search signal distribution section 
318 distributes the search signal to consumer terminal 103 provided with a personal profile with which various 
keywords contained in the merchandise information and evaluation values corresponding to the keywords are 
registered, where the evaluation values are learned in advance based on a preference of a consumer. Reply signal 
processing section 319 receives from consumer terminal 103 a reply signal obtained from an evaluation value in the 
personal profile corresponding to the keyword contained in the search signal. 
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A visiting plan generation method and system for promptly carrying out optimum formation of groups, optimum 
destination assignment to the groups, and optimum planning for each of the groups in an optimization problem of an 
action plan. In implementation, at least information on plural groups which are to take visiting actions, information 
on members of each of the plural groups, and information on destinations are received by input means, and optimum 
formation of the plural groups and optimum destination assignment to each of the plural groups are performed by 
cost calculation means which provides a cost fimction for evaluating a visiting plan. Thus, in preparation of a 



visiting plan for a plurality of groups to visit a plurality of destinations on a task-sharing basis, it is possible to carry 
out optimum formation of the plural groups, optimum destination assignment to the plural groups, and optimum 
planning for each of the plural groups. 
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Title: Tunneling chemical reactions in solid parahydrogen: direct measurement of the rate constants of 

R+H/sub 2/ to RH+H (R=CD/sub 3/,CD/sub 2/H,CDH/sub 2/,CH/sub 3/) at 5 K 

Author Hoshina, H.; Fushitani, M.; Momose, T.; Shida, T. 

Author Affiliation: Graduate Sch. of Sci., Kyoto Univ., Japan 

Journal: Journal of Chemical Physics vol.120, no. 8 p. 3706-15 

Publisher: AIP , 

Publication Date: 22 Feb. 2004 Country of Publication: USA 

CODEN: JCPSA6 ISSN: 002 1 -9606 
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Material Identity Number: J008-2004-007 
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Language: English Document Type: Journal Paper (JP) 
Treatment: Experimental (X) 

Abstract: Tunneling chemical reactions between deuterated methyl radicals and the hydrogen molecule in a 
parahydrogen crystal have been studied by Fourier transform infrared spectroscopy. The tunneling rates of the 
reactions R+H/sub 2/ to RH+H (R=CD/sub 3/,CD/sub 2/H,CDH/sub 21) in the vibrational ground state were 
determined directly from the temporal change in the intensity of the rovibrational absorption bands of the reactants 
and products in each reaction in solid parahydrogen observed at 5 K. The tunneling rate of each reaction was found 
to differ definitely depending upon the degree of deuteration in the methyl radicals. The tunneling rates were 
determined to be 3.3*10/sup -6/ s/sup -1/, 2.0*10/sup -6/ s/sup -1/, and 1.0*10/sup -6/ s/sup -1/ for the systems of 
CD/sub 3/, CD/sub 2/H, and CDH/sub 2/, respectively. Conversely, the tunneling reaction between a CH/sub 3/ 
radical and the hydrogen molecule did not proceed within a week's time. The upper limit of the tunneling rate of the 
reaction of the CH/sub 3/ radical was estimated to be 8*10/sup -8/ s/sup -1/. ( 37 Refs) 
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radical+H/sub 2/; methyl radical+H/sub 2/; Fourier transform infrared spectroscopy; reaction tunneling rates; 
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A3520P ( Molecular rotation, vibration, and vibration-rotation constants); A3370F ( Molecular lifetimes, absolute 
and relative line and band intensities); A8280D (Electromagnetic radiation spectrometry (chemical analysis)); 
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Alerting Abstract JP A 

NOVELTY - A reservation response controller returns the reservation completion data to a reservation demand 
apparatus via a communication system when a decision circuit determines that the reservation recognition can be 
performed, otherwise, the reservation disapproval data are returned. DETAILED DESCRIPTION - An input device 
performs the input of the reservation demand data containing the name of a subscriber. A warning device alerts the 
reservation completion data or the reservation disapproval data sent from the reservation recognition decision 
circuit. The information containing the actual number of visitors present in a store is acquired via the 
communication system and stored in a number memory. A demand data memory stores the reservation demand data 
in which the reservation is completed. The decision circuit determines whether the reservation recognition can be 
performed based on the acquired current number of visitors in the store. 
USE - Applicable in a store. 

ADVANTAGE - Enables reservation in a store through communication system, thereby making presence of 
customer in store unnecessary. DESCRIPTION OF DRAWING(S) - The figure shows the flowchart of a reservation 
system in a reservation mode. 
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RESPOND; CONTROL; SEND; COMPLETE; DATA; DEMAND; APPARATUS; COMMUNICATE; DECIDE; 
EXECUTE; STATE; RECOGNISE 
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Alerting Abstract JP A 

NOVELTY - A reservation response control unit returns the completion data of a reservation to a reservation 
demand unit through a communication system. Disapproved reservation data are also sent to the reservation demand 
unit through the communication system if a reservation request cannot be performed and recognized. DETAILED 
DESCRIPTION - A reservation recognition decision unit determines if the received reservation demand data can 
be recognized and performed based on the acquired current number of visitors. When the reservation can be 



performed, the completion data is sent to the reservation demand unit. Otherwise, the disapproved reservation data 
are sent to the reservation demand unit. 

USE - Used on e.g. sight-seeing guide apparatus which displays famous places on screen. 

ADVANTAGE - Has simple reservation demand recognition and reservation processing and informs operator if a 
reservation request is approved or not. Informs operator about reservation condition for easy comprehension. 
DESCRIPTION OF DRAWING(S) - The figure shows the entire flowchart of an inquiry system. 
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Alerting Abstract JP A 

The system has a memory which stores each customer's frequency of reservation and actual frequency of stay. An 
input unit inputs the information about the customer. A calculator calculates the ratio of the actual frequency of stay 
and the frequency of reservation as dignity value. 

When the dignity value is greater than a predetermined lower limit value, reservation is done. A number of 
reservation calculator outputs a command to close the reservation. 
ADVANTAGE - Enables automatic management of reservation receptionist. 
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Alerting Abstract JP A 

NOVELTY - Time based transactions privilege information of a store is provided to several customers through a 
network. Transaction reservation information selected by the customer from the transaction privilege. information 
is sent to stores. A privilege transaction is reserved if the customers visiting time falls within the time zone based on 
unit transactions reservation information. 

DESCRIPTION - INDEPENDENT CLAIMS are also included for the following: 

A. Transaction reservation reception system; 

B. Transaction reservation reception device; 

C. Transaction reservation reception computer program disk 

USE - For sales promotion in stores. 

ADVANTAGE - Enables rapid information transaction on reservation privilege such as discount service to many 
customers, by exhibiting the commercial conditions on a network. 

DESCRIPTION OF DRAWINGS - The figure shows the block diagram of transactions reservation reception * 
system. (Drawing includes non-English language text). 
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ABSTRACT 

PROBLEM TO BE SOLVED: To provide a transaction reservation receiving method, its system, its device and a 
recording medium, by which multiple users are rapidly announced that a discount service such as a time service is 
being performed and also the reservation is received. 

SOLUTION: The transaction reservation receiving device 2 releases service information such as the discount 
service onto a network 3. The users refer to the service information by using pieces of terminal equipment 1, 1... and 
apply to reservation for a desired kind of service information. The device 2 updates the contents of the discount 
service based on the situation of the reservation received from the pieces of equipment 1, 1 .... 
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Alerting Abstract US A 

NOVELTY - A reservation media issuing device (1) issues reservation ticket containing regeneration data. A central 
processing unit (2) having an interference processing unit (21) performs interference to determine the maximum 
number of tickets issued. An entrance gate device (3)* reads the regeneration data and execute processing to admit 
the ticket holder. 

DESCRIPTION - The regeneration data represents the specific reserved time and data. The interference is per- 
formed by a fuzzy logic interference. The fuzzy logic interfer- ence is performed based on fuzzy rules using as fuzzy 
variables, types of attraction, weather, time of day, day of the week and season of the year in order to determine the 
number of canceling anticipated and to determine maximum number of tickets issued. The central processing unit 
(2) also includes cancellation proc- essing unit (25) for canceling the reserved ticket. The cancella- tion processing 
unit also determines the maximum number of re- served admission tickets based on a waiting list. An 
INDEPENDENT CLAIM is also included for method for controlling admission to a certain location through the 
reservation system. 

USE - In theme park and large amusement parks. 

ADVANTAGE - As the central processing unit with the help of course check unit prevents an individual from 
acquiring a large number of reservations for a single side at the same time using the same entrance pass or 
membership card, the fixing of maximum number of tickets which may be issued is prevented. Since the user of 
fuzzy interference results in the number of tickets actually issued closely approximating the number of users who 
show up at the side, the wastage is reduced. The reservation for the sides helps the first-time customer who are 
unfamiliar with the layout of the park. The efficiency of the system is improved as the canceling are disposed using a 
separately processed wait- ing list and resulting tickets are issued to those waiting at the gate of cancellation. 
DESCRIPTION OF DRAWINGS - The figure shows the block dia- gram of the central processing device. 



1 Reservation media issuing device 

2 Central processing unit 

3 Entrance gate device 

21 Interference processing unit 
25 Processing unit 
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English Abstract: 







Disclosed a system for managing admission into parks and attractions (25), a guest requests reservations via a kiosk 
unit (10) or purchase advanced ticket attraction packages via the internet (13) or through the phone. Once the 
reservations or purchase has been made, the confirmed reservation is printed onto a confirmation ticket (32) or guest 
card (30) and the data is uploaded into the system. The guest can then take their confirmation ticket (32) or guest 
card (30) at the appointed time and gain entry into the attraction through a barrier controlled by the controller unit 
(12). The controller unit (12) reads or scans the guest card and allows guests with advance reservations to gain entry 
without waiting in long lines. Alternatively, admission to the park is permitted only with advance reservations. As 
part of the advance reservation, each guests is assigned to menu group, with each menu group provided with 
assigned times for each attraction in the park. 

French Abstract: 

Dans un systeme de gestion des entrees dans des pares d'attractions, un client efifectue une reservation par 
rintermediaire d'une unite kiosque ou achete des forfaits a 1'avance sur le Web/Internet ou par telephone. Apres 
realisation d'une reservation ou d'un achat de ce type, la confirmation de la reservation est imprimee sur un billet de 
confirmation ou sur une carte client, les donnees correspondantes etant telechargees vers l'amont dans le systeme. Le 
client peut alors retirer son billet de confirmation ou sa carte client a une heure fixee et entrer dans le pare 
d'attractions en traversant une barriere controlee par une unite de controle. Cette unite de controle lit ou balaie la 
carte client et permet aux clients munis de pre-reservations d'entrer sans devoir passer par les longues files d'attente. 



Dans un autre systeme Sexploitation, l'acces au pare n'est autorise qu'avec des pre-reservations. Lors d'une 
pre-reservation, chaque client est affecte a un groupe de menu, chaque groupe de menu comportant les heures 
attribuees pour chaque attraction dans le pare. Le nombre de pre-reservations est limite de facon que la capacite du 
pare d'attractions ne soit pas depassee. Cela permet dans une large mesure aux client d'eviter les attentes excessives 
pour acceder a une attraction. 
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Claims: 



...park only contains attraction which are accessible by pre-sale attraction package holders with pre-deterrained 
reservation times for all attractions. 128. A reservation system for scheduling admission of guests into attractions... 
...transmit data from guests, park employees, and other devices located within the park, store data, compute optimal 
reservation times, verify valid ticket holders, and control park functions. 130. A method of scheduling admission... 
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English Abstract: 

A personalized content system enables a user with a communications device to convert and/or passively receive 
pre-selected content from multiple resources. A communications device has hardware and software to provide input 
and transmission to convert content from any form of media. The converted content is created by retrieving a digital 
copy of a digital record associated with it, and processing the digital copy for at least a web-based personalized 
application. Conversion is based on input of a code such as a telephone number, server program address, and a set of 
and/or range of characters. The transmission is communicated to at least one server that recognizes the code, the 



originating telephone number associated with the communications device, the device identifier associated with the 
communications device, and combinations thereof. The server retrieves a digital record and processes content and 
outputs based on user input, a user and/or program profile, and combinations thereof. 
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Detailed Description: 



...the controller 220 at a designated period, such as, but not limited to, time, date, day, week, month, etc. 

[01 10] The administration means through a controller 220 keypad and/or display may ...fee based) content topics 
may appear on the display, such as, but not limited to, "Weather", "Sports", "Traffic", "Financial", and/or 
"Reservations" as depicted in Figure 9 B. After depressing the button below the "Select" term when the cursor is 
over the word, "Weather", the following words may appear on the display below such header, "Weather", 
"Devices", "Temperature". "Forecast", "Wind" and "Humidity", as illustrated in Figure 9 C. Additional headers, 
such... 
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English Abstract: 






French Abstract: 







La presente invention concerne un systeme informatique de transaction entre entreprises qui dans un mode de 
realisation prefere est destine a fournir des services de location de vehicules pour des utilisateurs a demande elevee 
comportant un portail de reseau Internet grace auquel l'utilisateur a demande elevee peut acceder a une pluralite de 
fournisseurs de services comportant un reseau informatique d'entreprise integre pour au moins un fournisseur de 
services de location de vehicules. Le reseau informatique de fournisseur de services de location de vehicules est 
configure pour l'interconnexion d'une pluralite de succursales de diversite geographique, presentant le catalogue de 
leurs vehicules de location disponibles et des programmes les concernant ainsi que pour la gestion de toutes les 
donnees de transaction concernant son entreprise. Le portail de reseau Internet permet une connectivite et une 
transferabilite universelles pour une association d'entreprises a plusieurs niveaux qui placent regulierement des 
demandes elevees d'achat de location avec son associe commercial et egalement les autres fournisseurs de services 
qui peuvent ou non avoir le meme systeme et logiciel informatique d'entreprise integre. L'utilisation du procede et 
de l'appareil de la presente invention permet de placer, de grands volumes de transactions de location, de les 
controler, de les modifier en cours d'operation, et de les conclure avec des operations de comptabilite financiere et 
paiement pratiquement sans intervention humaine. 
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...may be a plurality of web servers 60. 

These web servers 60 may preferably be Sun Microsystem servers 
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considered critical by the inventors hereof,, Sun Microsystem's 
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English Abstract: 







A system and method for managing reservation requests for one or more inventory items are provided, see figure 17. 
A user reservation request (1702) is obtained and processed to identify inventory data (1706) matching the 
reservation request. Reservation transaction (1702), reservation items (1703) and reservation inventory records 
(1706) are generated corresponding to the user reservation request. If the transaction can be completed, a 
confirmation is sent to the user and a notification is sent to a supplier. 

French Abstract: 

L'invention concerne un systeme et un procede de gestion de demandes de reservation d f un ou plusieurs articles en 
stock. Lorsqu'une demande de reservation est effectuee par un utilisateur, celle-ci est traitee de maniere a determiner 
si les donnees d'inventaire coincident avec la demande de reservation. Les registres de stock, les articles et la 
transaction de reservation sont produits en fonction de la demande de reservation de Tutilisateur. Si la transaction 
peut etre effectuee, une confirmation est envoyee a l'utilisateur et une notification au fournisseur. 
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Claims: 



...SKU group record. 

1 1 The method as recited in Claim 1, wherein processing the reservation, transaction, reservation items, and 
reservation inventory records includes calculating a consumer price for the reservation transaction, reservation 
items, and reservation inventory records. 

12 The method as recited in Claim 1, wherein processing the reservation 

transaction, reservation items, and reservation inventory records includes calculating a supplier cost for the 
reservation transaction, reservation items, and reservation inventor y records.. The method as recited in Claim 1, 
wherein processing the reservation transaction, reservation items, and reservation inventory re cords includes 
confirming a completion of a financial transaction corresponding... 
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ISSN: 1070-8588 

Homepage: http://www.sdmagazine.com 

File Segment: Review 
Record Type: Product Analysis 
Grade: Product Analysis, No Rating 

The agile software development community responds to a paper by Dr. Barry Boehm in which the creator of the 
spiral software development lifecycle and COCOMO II estimating technique expresses reservations regarding the 
agile development model. In saying that agile development, such as refactoring, works better for smaller teams, Dr. 
Boehm overlooks the possibility of subteams for larger projects. One expert talked up the Grizzly method, which in 
two large projects at Motorola used three international cross- project subteams. Boehm's claim that only the best 
developers can succeed with agile development has also been disputed by experts, who say several skilled 
developers with mentoring skills could support a team of average developers. This is the case with any successful 
development effort, in which a few people have to have all the expertise required. Regarding Boehm's statement that 
agility emphasizes design for current, rather than future needs, and that AD works best when the future is unknown, 
dissenters agreed that AD works well when needs change to mirror changes in the environment and a dynamic 
understanding of the system. Among topics covered by those responding to Dr. Boehm's evaluation of agile software 
development are refactoring at the architecture level; feature-driven fixed-length iterations; the need to be aware of 
changing conditions; documentation on agile projects; and the communication advantages of Scrum projects. 
Company Name: TecTerms (999999) 
Special Feature: Tables 

Descriptors: Groupware; Program Development; Rapid Prototyping 
Revision Date: 20021030 
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Source: MSI , v22 n4 p44(3) Apr 2004 

ISSN: 1533-7758 

Homepage: http://www.msimag.com 

File Segment: Review 
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Wavelink, WhereNet, Opto22, Nokia, and nPhase are vendors that are part of the move to deploy wireless factory 



Information from Dialog, a Thomson Company Page 2 



networks for manufacturers such as Ford Motor Co and BioLab. While many manufacturers are have reservations 
about the security and reliability of wireless factory networks, many others are eyeing productivity increases as a 
result of wireless technology within manufacturing and warehouse activities. Wavelink provides the wireless 
technology. WhereNet provides radio-frequency identification tags and wireless access points. Opto 22 provides the 
industrial sensors. Nokia provides the wireless networking equipment, and nPhase is the systems integrator that 
designs and installs the equipment and focuses on machine-to-machine applications. The combination of wireless 
technology and legacy applications gives such manufacturers as BioLab and Ford greater efficiency with their 
business processes. 

Company Name: Wavelink Corp (610305); WhereNet Corp (651386); Opto 22 (527165) 
Special Feature: Tables, Graphs 

Descriptors: Manufacturing; Productivity; RFID; Wireless Internet 
Revision Date: 20070300 
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File Segment: Directory 

Contact: Sales Department 
Equity Type: Public 
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Hotels.com LP, a subsidiary ofHotels.com, is based in Dallas, Texas. Hotels.com is a wholly owned subsidiary of 
IAC/InterActiveCorp, which is listed on NASDAQ under the IACI symbol. Hotels.com LP is an online booking 
service that allows consumers to find discounted accommodations worldwide. The firm maintains information on . 
12,500 properties in over 400 cities in North America, the Caribbean, Europe, and Asia. The online resource allows 
consumers to compare prices, amenities. Hotels.com has formed partnerships with thousands of Web-based travel 
resources. 
Sales: NA 

Immediate Parent: IAC/InterActive Corp 

Descriptors: Hotels; Internet Travel; Reservation Systems 

Revision Date: 20040623 
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333 Market St #100 

San Francisco , CA 94105 United States 
Telephone: (41 5) 343-8400 
Toll Free Telephone Number: (877) 468-9473 
Homepage: http://www.hotwire.com 
EMAIL: hotwire@hotwire.com 

File Segment: Directory 

Contact: Sales Department 
Status: Active 

Hotwire (SM), founded in 2000 and based in San Francisco, California, is an Expedia Incorporated company that 
operates a discount travel Web site. The firm works with travel industry partners, allowing them to sell excess 
inventory to consumers. Accommodation listings can be searched by price, location, rating, and amenities. The 
names of hospitality firms are disclosed to consumers after purchases are concluded. Hotwire allows users to 
purchase airline tickets and vacation arid cruise packages. The company's Hotwire.com Web site offers virtual tours 
of cruise ships. Consumers also can employ the online resource in renting cars from Avis, Budget, and Hertz. The 
firm has formed an alliance with cruise agency NLG. It also works with loyalty marketing company Affinion Group. 
Hotwire parent company Expedia is listed on NASDAQ under the EXPE symbol. 
Sales: NA 

Date Founded: 2000 
Immediate Parent: Expedia Inc 

Descriptors: Auctions; Internet Travel; Reservation Systems 
Revision Date: 20060817 



13/5/3 Links 
TecInfoSource 

(c) 2007 Info.Sources Inc. All rights reserved. 
02684023 Document Type: Company 
Orbitz LLC (684023) 

200 S Wacker Dr 
Chicago , IL 60606 United States 
Telephone: (312) 894-5000 
FAX: (312) 894-5001 
Homepage: http://www.orbitz.com 
EMAIL: info@orbitz.com 

File Segment: Directory 



Information from Dialog, a Thomson Company Page 4 



Contact: Sales Department 

Organization Type: LL Corporation 
Status: Active 

Orbitz LLC, a wholly owned subsidiary of Cendant Corporation, provides general consumers and business 
professionals with online discount travel booking services. The company was formed by American Airlines, 
Continental Airlines, Delta Airlines, Northwest Airlines, and United Airlines. It offers customers lodging, car rental, 
cruise, and other travel reservation services. The Orbitz Web site allows consumers to compare fares across 455 
airlines, 22 car rental companies, and thousands of lodging properties. Orbitz has formed partnerships with U.S. and 
international airlines, including Air France, All Nippon, British Airways, Lufthansa, Qantas, and SAS. Its Web site 
also can be employed in booking reservations with Hertz, Avis, Budget, and other car rental companies. The firm 
has formed additional partnerships with Hotwire, StudentUniverse, and ITA Software. Hotwire services allow 
consumers to book specific travel itineraries. StudentUniverse provides registered college students and faculty with 
access to discount airfares. ITA Software licenses its technology to Orbitz, allowing the firm to provide customers 
with airfare pricing and travel planning tools. Orbitz customer service professionals monitor travel conditions in real 
time, referencing FAA, National Weather Service, and other information. The company forwards automated travel 
alerts and flight updates to consumers 1 cellular phones, pagers, PDAs, or e-mail boxes. Orbitz is part of the Cendant 
Travel Distribution Services division. 
Sales: NA 

Immediate Parent: Cendant Corporation 
Descriptors: Internet Travel 
Revision Date: 20060126 
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Thoroughbred (R) Software International Incorporated, founded in 1982, provides programmers with object-oriented 
software development, application integration, accounting, database connectivity, disaster recovery, and Internet 
processing tools. The firm's products operate across the UNIX, Linux, Open VMS, and Microsoft (R) Windows (R) 
platforms. The company is known for its TS Webserver and T-WEB (TM) products, which support the deployment 
of e-commerce and online application services. TS Webserver includes Thoroughbred Software International's 
OPENworkshop (R) development environment. TS Webserver can be used to design new applications. It also 
integrates with other Thoroughbred Software International applications. T-WEB is a browser-based development 
system. Thoroughbred Software International's DataSafeGuard (TM) program provides users with real-time data 
recovery features. It includes transaction recording and data replication features. The Solution-IV Accounting 
software suite supports the sharing of accounting information. Solution-IV Accounting includes multi-company 
accounting, file search, context-sensitive help, and other features. It provides users with accounts payable and 
receivable, general ledger, order processing, bank reconciliation, payroll, prospect management, and reporting 
modules. Solution-IV Reprographics extends Solution-IV Accounting with pricing, discounting, delivery tracking, 
and large format printing features. Thoroughbred Software International's AEK Recreation applications provide 
sports organizations with membership management, activity scheduling, and reservations tools. 
Number of Employees: 100 
Sales: NA 

Date Founded: 1982 

Descriptors: Accounting; Operating Systems; Programming Languages 
Revision Date: 200705 15 
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File Segment: Review 
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Next generation Web application development began to evolve quickly when Adaptive Path consultant Jesse James 
Garrett used AJAX (Asynchronous JavaScript And XML) to describe a model for building rich client applications 
using JavaScript and XMLHttpRequest. However, says one freelance coder, he does work for several companies that 
use extensible Markup Language (XML) over Hypertext Transport Protocol (HTTP) and has been using the 
combination since 1999 for one of his clients. Although AJAX is not new, it did become a jbuzzword and all but 
abrogated developer mindsharek within the space of one year. AJAX is disruptive and stimulates the imagination of 
developers, including Curt Hibbs, senior software engineer with a global aerospace company. He says he has 
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adopted the AJAX vision and that use of A J AX techniques has added vigor to existing Web applications and 
extended the span of applications that can be considered for Web deployment. AJAX was also just what Alliance 
Reservations Network needed, allowing the company to give consumers the ability to narrow searches dynamically 
by displaying results as they type in searches for discount hotel reservations. Among others commenting on the 
advantages of AJAX are spokespeople for 3Genius and myKb.com, and a senior software developer for a 
midwestern software development company who uses Castle Project's Monorail. 
Company Name: TecTerms (999999) 
Special Feature: Charts 

. Descriptors: AJAX; Program Development; Web-based Applications 
Revision Date: 20070300 
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File Segment: Review 
Record Type: Product Analysis 

As rates climb for booking rental cars, the best way to get a good deal is to reserve a car online. Several Web sites 
allow users to search multiple sites and travel service providers at one time. These include Kayak and Mobissimo. 
But the best automobile rental deals are most likely to be found on Hotwire and Priceline. At Hotwire, users input 
where and when they want to rent a car and the size of car they want. Hotwire only offers airport rentals, however. 
After receiving this information, the site offers a price, and if users want that price, they can then book the car. At 
Priceline, a site that offers airport rentals and some neighborhood rentals, the same information is provided by users, 
but with the addition of actual prices. Essentially, Priceline visitors bid for their vehicles, and the site either accepts 
or rejects the bid. Neither one of these Web sites informs the user as to which rental agency will supply the car until 
the booking is completed and paid for, however. Both of the sites use rental agencies like Hertz, Avis, and Budget. 
To maximize a discount , users must first register with the site, then check all the prices that are publicly available. 
They should then go to Hotwire and check if there is a lower price there. If a lower price exists at Hotwire, users can 
take that price to Priceline and bid a little lower. While Priceline says it has the lowest price, Hotwire disputes this, 
noting that Priceline may charge higher fees. 
Company Name: Hotwire (706442); Priceline.com Inc (6501 1 1) 
Descriptors: E-Commerce; Personal Finance; Reservation Systems; Travel 
Revision Date: 20070300 
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File Segment: Directory 

Contact: Sales Department 

Organization Type: Corporation 
Status: Active 

OneTravel.com Incorporated, founded in 1995 and based in Odessa, Texas, operates the OneTravel.com Web site, 
which allows online consumers to purchase affordable airline tickets, confirm reservations at 54,000 hotels 
worldwide, and rent automobiles. The online resource also provides visitors with travel tips. It includes links to 
passport, airport delay, currency converter, weather, destination, and insurance information. The company's 
booking engines can be added to partner Web sites. OneTravel.com was founded by CEO Michael Thomas. 
Sales: NA 

Date Founded: 1995 

Descriptors: Internet Travel; Reservation Systems 
Revision Date: 20031130 
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File Segment: Review 
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Palm's Palm and Handspring's Treo are highlighted in a discussion of personal digital assistants (PDAs), which are 
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resisted initially by information professionals, but eventually used for their convenience in using the Internet and 
other network systems. One user calls the PDA a 'life-altering experience,' and another says he could not live 
without his PDA. The PDA can send and receive e-mail, surf the Web, instant message, report weather, act as a 
GPS, find the nearest restaurant with a specific type of menu, link to an OPAC, beep to alert on the stock market, 
confirm reservations, pay tolls, e-mail digital pictures, and do banking. The PDA of the future will also call for 
legal help when needed and also store all medical information. PDAs will diagnose medical problems and confirm 
identity with thumbprints before turning itself on. PDAs will accept voice entry and voice commands, and will have 
user-customized personalities. For meetings, PDAs would be a good idea for scheduling, even though the device 
itself will not schedule. Available software will do scheduling, including finding open times and creating meetings 
there. The PDA con be considered as a compact Day-Timer-type device and were welcomed quickly by at least one 
library staff. However, some people liked them and others did not, partly because fonts shown on the PDA are 
different than those on larger computers. 
Company Name: Palm Inc (771325); TecTerms (999999) 
Descriptors: Handhelds & Palmtops; Hardware Selection; Libraries 
Revision Date: 2003 1 1 30 



Information from Dialog, a Thomson Company Page 9 



[File 2] INSPEC 1 898-2007/Jun W3. ' 

(c) 2007 Institution of Electrical Engineers. All rights reserved. 

[File 35] Dissertation Abs Online 1861-2007/May 
(c) 2007 ProQuest Info&Learning. All rights reserved. 

[File 65] Inside Conferences 1993-2007/Jun 28 
(c) 2007 BLDSC all rts. reserv. All rights reserved. 

[File 99] Wilson Appl. Sci & Tech Abs 1983-2007/May 
(c) 2007 The HW Wilson Co. All rights reserved. 

[File 474] New York Times Abs 1969-2007/Jun 28 
(c) 2007 The New York Times. All rights reserved. 

[File 256] TecInfoSource 82-2007/June 

(c) 2007 Info.Sources Inc. All rights reserved. 

[File 475] Wall Street Journal Abs 1973-2007/Jun 28 
(c) 2007 The New York Times. All rights reserved. 

[File 583] Gale Group Globalbase(TM) 1 986-2002/Dec 13 
(c) 2002 The Gale Group. All rights reserved. 

583: This file is no longer updating as of 12-13-2002. 



; d s 

Set Items Description 
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55 8400 S (PROSPECTIVE OR EXPECTED OR HOPED () FOR OR INTENDED OR LIKELY OR PLANNED 
OR POSSIBLE OR POTENTIAL OR ESTIMATED) () (VOLUME OR QUANTIT??? OR AMOUNT? ? OR NUMBER? ? 
OR TOTAL? ? OR WALK () INS) 

56 44 6 92 S DISCOUNT??? 

57 536215 S WEATHER OR METEOROLOGICAL () OUTLOOK OR RAIN OR STORM OR SUN OR SUNNY OR 
CLOUDY OR COLD OR WARM OR HOT 

58 765 S DAY? ? ( ) WEEK? ? 

59 604045 S BUY OR SHOPPING OR SHOP OR STORE OR PURCHASE OR RETAIL??? 

510 2 S TRANSACTION () RESERVATION? . ? OR TIME () BASED () TRANSACTION? ? . 

511 22 S SI AND S3 

512 0 S Sll AND (S4 OR S5 OR S6) 

513 5 S SI AND S7 
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515 5 S S14 NOT S13 

516 140 S S2 (3N) S9 

517 7 S S16 (S) S6 

518 7 S S17 NOT (Sll OR S13 OR S15) 
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Fulltext available through: USPTO Full Text Retrieval Options 
INSPEC 

(c) 2007 Institution of Electrical Engineers. All rights reserved. 
04415366 INSPEC Abstract Number: B89050651 
Title: Image transmissions in a VSAT environment 
Author Ghedia, L. 

Journal: Satellite Communications vol.13, no. 3 p. 59-60, 62 

Publication Date: March 1989 Country of Publication: USA 
CODEN: SACODH ISSN: 0 1 47-7439 

Language: English Document Type: Journal Paper (JP) 
Treatment: Practical (P) 

Abstract: The author describes developments in VSAT networks, and discusses their application to image 
transmission. Several VSAT networks that carry video traffic are described, and the access methods, slotted aloha, 
transaction reservation, and dedicated stream, for inbound transmission are described. Both analogue and digital 
video transmission are discussed. ( 0 Refs) 
Subfile: B 

Descriptors: picture processing; satellite ground stations 

Identifiers: analogue video transmission; VSAT environment; image transmission; video traffic; access methods; 
slotted aloha; transaction reservation; dedicated stream; inbound transmission; digital video transmission 
Class Codes: B6250G (Satellite relay systems) 



13/5/2 (Item 2 from file: 2) Links 
INSPEC 

(c) 2007 Institution of Electrical Engineers. All rights reserved. 
05758960 INSPEC Abstract Number: C94 10-72 10-021 

Title: Information brokers: sharing knowledge in a heterogeneous distributed system 
Author Barbara, D.; Clifton, C. 

Author Affiliation: Matsushita Inf. Technol. Lab., Princton, NJ, USA 
p. 80-91 

Editor(s): Marik, V.; Lazansky, J.; Wagner, R.R. 
Publisher: Springer- Verlag , Berlin, Germany 

Publication Date: 1993 Country of Publication: West Germany xv+768 pp. 
ISBN: 3 540 57234 1 

Conference Title: Proceedings of 4th International Conference on Database and Expert Systems Applications 
Conference Date: 6-8 Sept. 1993 Conference Location: Prague, Czechoslovakia 

Language: English Document Type: Conference Paper (PA) 
Treatment: Practical (P) 

Abstract: A large percentage of valuable electronic information is not stored in conventional database systems. 
Very often, applications have to deal with heterogeneous services such as electronic libraries, airline reservation 
systems or weather information services. Finding these services and information can be an overwhelming task. We 
describe a tool to facilitate the finding of such information; The cornerstone of the service is the idea of a broker. A 



broker indexes services and objects by their describing properties. A query to a broker returns enough information to 
contact the service and get the object or information needed. The type and amount of information indexed by the 
broker depends on the information that is known and available about the service or object. We present a simple but 
powerful design for the broker that is flexible enough to accommodate a wide variety of information providers. We 
also present a complete architecture for our distributed information system. ( 18 Refs) 
Subfile: C 

Descriptors: distributed databases; indexing; information needs; information services; query processing 
Identifiers: heterogeneous distributed system; electronic information; electronic libraries; airline reservation 
systems; weather information services ; information brokers; query; information need; indexing; information 
providers; distributed information system; WAIS 

Class Codes: C7210 (Information services and centres); C6160B (Distributed DBMS); C7250 (Information storage 
and retrieval); C7220 (Generation, dissemination, and use of information) 
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Fulltext available through: USPTO Full Text Retrieval Options 
INSPEC 

(c) 2007 Institution of Electrical Engineers. All rights reserved. 
04060936 INSPEC Abstract Number: D88000655 
Title: Provide a warm welcome (hotel computer systems) 
Author Rowan, M. 

Journal: Micro Decision no. 75 p. 81-4 

Publication Date: Jan. 1988 Country of Publication: UK 
CODEN: MIDEDG ISSN: 0261-5142 

Language: English Document Type: Journal Paper (JP) 
Treatment: Practical (P); Product Review (R) 

Abstract: Technology and hospitality are often regarded as mutually exclusive concepts, but the microcomputer has 
its place in a hotel because it can take care of the basics. It will hold details on reservation dates and room 
availability, calculate all the charges accruing to a client, and produce information instantly on request. With staff 
freed from much of their paperwork, they will have more time to be pleasant to their guests. Before choosing a 
system, the hotel manager should make sure that it will be easy to use and that training will be provided. Once they 
are up and running smoothly, micros can enable hotel workers to get their priorities right. A buyers guide provides a 
number of hospitality suites available listing the following: description; runs-on; price and the supplier. ( 0 Refs) 
Subfile: D 

Descriptors: buyer's guides; hotel industry 

Identifiers: hotel computer systems; hospitality; microcomputer; reservation dates; room availability; training; 
supplier 

Class Codes: D2090 (Leisure industry, travel and transport) 
1 5/5/1 (Item 1 from file: 2) Links 

Fulltext available through: USPTO Full Text Retrieval Options 
INSPEC 

(c) 2007 Institution of Electrical Engineers. All rights reserved. 
09155038 INSPEC Abstract Number: C2004- 12-7 120-042 
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Title: Optimal reservation value setting based on random bidders 
Author An Yong; Chen Shaogang; Zhao Lixia 
Author Affiliation: Sch. of Appl. Math., UEST, Chengdu, China 

Journal: Journal of University of Electronic Science and Technology of China vol.33, no. 3 p. 316-18 
Publisher: Editorial Department of J. of UEST of China , 
Publication Date: June 2004 Country of Publication: China 
CODEN: DKDAEM ISSN: 1001-0548 
SICI: 1001-0548(200406)33:3L.316:ORVS;1-Z 
Material Identity Number: HI 66-2004-003 

Language: Chinese Document Type: Journal Paper (JP) 
Treatment: Practical (P) 

Abstract: Friedman viewed that the number of bidder in bidding submit Poisson distribution. On the above 
assumption, this paper studies reservation value setting and draws conclusions that reservation value has no 
pertinence with the expected number of bidders while the expected number of bidders affect expected revenue of 
the auctioneer. Meanwhile this paper gets a formula to calculate reservation value, thus brings forward a way for 
design of bidding mechanism, which further approaches actual conditions. ( 7 Refs) 
Subfile: C 

Descriptors: economics; electronic commerce; game theory; Poisson distribution; statistical analysis 

Identifiers: reservation value setting; random bidders; Poisson distribution; auction; reservation value calculation; 

bidding mechanism; expected revenue 

Class Codes: C7120 (Financial computing); C0230 (Economic, social and political aspects of computing); CI 140Z 
(Other topics in statistics) 
Copyright 2004, IEE 
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Fulltext available through: USPTO Full Text Retrieval Options 
INSPEC 

(c) 2007 Institution of Electrical Engineers. All rights reserved. 
04948645 INSPEC Abstract Number: B9 10544 19 
Title: A model to assess the value of an intermediate R&D result 
Author Park, J.; Chong, J.K.S. 

Author Affiliation: Dept. of Manage., North Dakota Univ., Grand Forks, ND, USA 
Journal: IEEE Transactions on Engineering Management vol.38, no.2 p. 157-63 

Publication Date: May 1991 Country of Publication: USA 
CODEN: IEEMA4 ISSN: 0018-9391 

U.S. Copyright Clearance Center Code: 00 1 8-93 91/91 /0500-0 1 5 7$0 1 .00 

Language: English Document Type: Journal Paper (JP) 
Treatment: Theoretical (T) 

Abstract: A framework is offered for assessing the value of an intermediate result in an R&D project under 
competition. The assessed value of an intermediate result can be used as a minimum price acceptable to the inventor 
(reservation price) when the knowledge is disseminated to others. This issue is especially important if a firm (or 
society) is concerned about the distributive aspect of access to superior knowledge. The model discussed 
incorporates a number of structural variables, including research cost, future development cost, potential profits, 
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rivalry, and discount rate. For invention production functions with the memorylessness property (e.g. exponential 
functions), a closed-form equation for the reservation price is derived. How the model can be applied in a 
competitive R&D situation is demonstrated. ( 1 1 Refs) 
Subfile: B 

Descriptors: project engineering; research and development management 

Identifiers: R and D; research; development; intermediate result; project; research cost ; future development cost; 
potential profits; rivalry; discount rate ; invention production functions; closed-form equation; reservation price 
Class Codes: B0140 (Administration and management); B0170C (Project and design engineering) 

15/5/3 (Item 1 from file: 35) Links 
Dissertation Abs Online 

(c) 2007 ProQuest Info&Learning. All rights reserved. 

02105847 ORDER NO: A ADAA-I3 1 84644 

Guests' reservation behavior in two online distribution channels 

Author: Morosan, Cristian Virgiliu 
Degree: Ph.D. 
Year: 2005 

Corporate Source/Institution: Iowa State University ( 0097 ) 
Major Professor: Miyoung Jeong 

Source: Volume 6608A of Dissertations Abstracts International. 
PAGE 3001 . 110 PAGES 

Descriptors: BUSINESS ADMINISTRATION, MANAGEMENT ; BUSINESS ADMINISTRATION, 
MARKETING ; INFORMATION SCIENCE 
Descriptor Codes: 0454; 0338; 0723 
ISBN: 0-542-26 174-X 

Perceived as a fast-growing business opportunity, the Internet has been adopted by many travel organizations as a 
new, competitive marketing tool in providing travelers not only with travel-related information but also with online 
transaction opportunities. Hotels have been making great effort to encourage travelers to reserve rooms directly on 
their Web sites while intermediaries have been positioned in a very competitive situation to encourage travelers to 
make reservations through their portals by offering discounted rates, rate comparison tools, and additional 
information about the property/destination. In this context, it is interesting to investigate why travelers make 
reservations online and what determines them to make reservations on hotel-owned versus intermediary Web 
sites. By adopting an extended technology acceptance model (TAM), this study aimed to explore travelers' room 
reservation behaviors on the Internet. 

A sample of 1,1 19 respondents participated in this study and consisted predominantly of females (66.6 percent), 
between 19 and 21 years old (57 percent), with senior classification (35.2 percent). Respondents' comments 
indicated that the intermediary Web sites were excellent for rate comparison across multiple properties and very 
easy to use. Both hotel-owned and intermediary Web sites were perceived as not entirely secure. In general, both 
types of Web sites were good tools for those who wanted to find a good room rate on the Internet and make a 
reservation easily and effortlessly. 

Overall, it was concluded that, consistent with the TAM literature, perceived usefulness, perceived ease of use, 
and perceived playfulness, impacted attitudes toward using reservation Web sites. Also, it was found that attitudes 
impacted respondents' intentions to use these sites for future reservations. Therefore, the TAM framework is valid in 
the hotel industry and can be used to predict travelers 1 online behavior. However, there were no significant 
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differences between hotel-owned and intermediary Web sites in their Web site features. It also appeared that 
travelers preferred to use intermediary Web sites because they were perceived as superior to hotel-owned Web sites 
in their search for the best rate online. Thus, it was found that respondents showed stronger intentions to return to 
intermediary rather than hotel-owned Web sites. 

18/5/1 (Item 1 from file: 35) Links 
Dissertation Abs Online 

(c) 2007 ProQuest Info&Learning. All rights reserved. 

02087959 ORDER NO: AADAA-I3 175261 

A dynamic model of asymmetric price negotiation 

Author: Lemieux, James Michael 
Degree: Ph.D. 
Year: 2005 

Corporate Source/Institution: The University of Texas at Austin ( 0227 ) 
Supervisor: Robert A. Peterson 

Source: Volume 6605A of Dissertations Abstracts International. 
PAGE 1861 . 124 PAGES 

Descriptors: BUSINESS ADMINISTRATION, MARKETING 
Descriptor Codes: 0338 
ISBN: 0-542-16775-1 

Many buyer-seller interactions are characterized by <italic>asymmetric negotiation</italic> in which the seller 
makes explicit offers that the buyer either accepts or rejects. Asymmetric negotiations are prevalent in situations 
where the buyer is either reluctant or unable to make an explicit counteroffer. A common constraint that buyers face 
during negotiation is a purchase deadline, which causes the buyer's opportunity cost of delay (negotiation cost) to 
increase over time. In turn, an increasing negotiation cost causes the buyers minimum purchase threshold 
(reservation value) to vary over time. This dissertation proposes a new model of asymmetric price negotiation that 
allows buyers' reservation values to change over time. The model reflects buyer decisions with respect to negotiation 
costs, the seller's offer rate, a discount rate, and time. 

A dynamic structural model of asymmetric price negotiation is derived from the economic theory of search 
behavior that integrates findings from the behavioral literature. In particular, buyers are assumed to maximize their 
net present expected utility, but do so myopically over a short time horizon. Buyers evaluate a seller's . 
<italic>relative offer</italic> or the difference between the seller's current offer price and a reference price. The 
model implies that the purchase hazard rate increases with time and negotiation cost, but decreases with offer rate 
and average relative offer. 

Model properties are empirically tested using a competing-risks proportional hazard model derived from the 
structural model. The empirical model is estimated on a sample of actual negotiations over the rental of a durable 
product; the results confirm the properties of the structural model. The empirical model is used to explore alternative 
specifications of the buyers reference price. It is shown that buyers tend to rely on the most recent offer price when 
evaluating the seller's offer in the sample of negotiations. 

18/5/5 (Item 1 from file: 583) Links 
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09478327 

Northwest opens e-booking in Singapore 

SINGAPORE: ECONOMY TICKET BOOKINGS VIA THE NET 
Business Times ( XB A ) 08 Mar 2001 p. 11 
Language: ENGLISH 

US airline Northwest has launched its first website in Singapore on 8 February 2001, to allow economy class 
passengers to choose their seats via the Internet. The website at www.nwa.com/sg allows 24-hour reservation and 
purchase of paperless e-tickets from Northwest and KLM Dutch Airlines, and boasts a map showing available seats. 
Northwest are offering discounted fares to complement its new launch, as well as WorldPerks Bonus Miles for 
on-line purchases. The expanding population of Singapore's on-line travellers, especially business users who make 
frequent trips, often at short notice, are expected to benefit from this scheme. 

Company: KLM DUTCH AIRLINES; NORTHWEST 

Product: Aviation Services (4500AS); Air Terminal Services (4595 ); Passenger Air Transport (4501); Scheduled 
Airlines (4510); Computers & Auxiliary Equip (3573); Communications Eqp ex Tel (3662 ); 
Event: Product Design & Development (33); Planning & Information (22); Marketing Procedures (24); 
Country: Singapore (9SIN); United States (1USA); 
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06521251 

Citibank goes for gold in saturated card market 

AUSTRALIA: NEW PARTNERSHIP & REVAMPED GOLD CARD 
The Australian Financial Review ( AFR ) 1 1 Sep 1997 P.31 
Language: ENGLISH 

The largest foreign bank in Australia, Citibank, has entered a new affinity partnership and relaunch its Gold Card in 
an attempt to strengthen its market position and achieve significant growth targets over the next 5 years. It has 
concluded a national corporate sponsorship and affinity card deal with Rotary Australia which is likely to contribute 
as much as AU$ 2 mn a year. Under the agreement, for every AU$ 100 spent, AU$ 0.50 will go to Rotary trust for 
expenditures on projects. Citibank has added travel and entertainment hotlines to its revamped Gold card. With the 
hotlines, customers could make reservations or purchase theatre tickets worldwide. In addition, its Gold card 
member could enjoy comprehensive travel insurance and discounts, an agreement the bank made with Zurich 
Australian Insurance Group and Thomas Cook Travel. The revamped Gold card would be targeted at upmarket 
consumers at an interest rate of 16.95%. As it is a card for people who want value for money, photocard rewards, 
purchase protection and travel insurance are added. 

Company: THOMAS COOK TRAVEL; ZURICH AUSTRALIAN INSURANCE; ROTARY AUSTRALIA; 
CITIBANK 

Product: Credit Card Services (6020CC); Nonbank Credit Card Firms (6141); 
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Event: Product Design & Development (33); 
Country: Australia (9AUS); United States (1USA); 
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TRAVEL AGENCIES TO HALVE 

\DENMARK - TRAVEL AGENCIES TO HALVE 
Boersen ( BSN ) 1 8 November 1 987 p1 2 
Language: Danish 

According to the director of the World Tourists, there will be three to four large travel agencies in 
about six years time which account for 80% of the market and 10-15 smaller ones. It will be 
necessary to cooperate nationally through large reservations networks in order to survive, with large 
investment needed in hardware and software. There will be an increase in bulk buying of flight 
tickets, which means that travel agencies will purchase flight and hotel reservations in large 
quantities for a discount of up to 40%. This should lead to a drop in prices. 

Product: Scheduled Airlines (4510); Travel Agencies (4721); 
Event: MARKET & INDUSTRY NEWS (60); 

Country: Denmark (4DEN); OECD Europe (415); European Economic Community Countries (419); 
NATO Countries (420); Scandinavian Countries (512); 
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02210657 INSPEC Abstract Number: C780 16437 
Title: Optimal seat allocation for flights with one intermediate stop 
Author Hersh, M.; Ladany, S.P. 

Author Affiliation: Ben-Gurion Univ. of Negev, Beer Sheva, Israel 
Journal: Computers & Operations Research vol.5, no. 1 p. 31-7 

Publication Date: 1978 Country of Publication: UK 
CODEN: CMORAP ISSN: 0305-0548 

Language: English Document Type: Journal Paper (JP) 
Treatment: Theoretical (T) 

Abstract: Management of an airline reservation system presents many complex problems. One of these problems 
which has received much attention by the public in recent times has been the problem of 'overbooking', i.e. of the 
airline granting more seat reservations than the actual available number of seats on the aircraft. Since the airline has 
to contend with cancellations and 'no-shows' (unused reservations) and, at the same time, attempt to make optimal 
use of the available seats, some decision rules must be made regarding the allocation of reservations. The problem 
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of finding the optimal set of decision rules is further complicated in flights with intermediate stops since a 
reservation system for the various legs must be introduced. This paper describes a mathematical model which would 
enable the airline reservations system to devise a set of rules for allocating seats on the various legs of a flight with 
an intermediate stop. Such a set of rules, based upon the rate at which reservations are actually being received vs. 
prior expectations of demand for the flight act to grant or deny reservations so that expected contribution to profit is 
maximized. ( 4 Refs) 
Subfile: C 

Descriptors: aircraft; operations research 

Identifiers: flights with one intermediate stop; airline reservation system; mathematical model; optimal seat 
allocation 

Class Codes: C1290H (Transportation) 
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0983 1 749 Supplier Number: 1 786887 1 (USE FORMAT 7 OR 9 FOR FULL TEXT ) 
Length of stay heuristics: do they really make a difference? 

Weatherford, Lawrence R. 

Cornell Hotel & Restaurant Administration Quarterly , v36 , n6 , p70(10) 

Dec , 1995 

ISSN: 0010-8804 

Language: English 

Record Type: Fulltext; Abstract 

Word Count: 5849 Line Count: 00476 
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03 127905 Supplier Number: 04988502 (USE FORMAT 7 OR 9 FOR FULL TEXT ) 

Spa-Finders introduces nationwide reservation service with year-long discounts at spas from Hawaii to New 
England. 

PR Newswire , NYFNS8 

June 18, 1987 

Language: ENGLISH 

Record Type: FULLTEXT 

Word Count: 335 Line Count: 00025 

Spa-Finders introduces nationwide reservation service with year-long discounts at spas from Hawaii to New 
England. 
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D- WILLINGNESS TO PAY 
E-DISCOUNT PRICE CLASSES 
F - RE S ERVAT I ON DEMAND 
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RESERVATION 



Set jointly 

Bu i 1 dup / Drawdown 
1/2/3/... /I 
Deterministic/Mixed/ 
Random- independent / 
Random- correlated 
Certain/Uncertain without 

cancellation/ 
Uncertain with cancellation 
Certain. . . 



.SPAS FROM HAWAII TO NEW ENGLAND 

NEW YORK, June 18 /PRNewswire/ - 



- To introduce its nationwide 



reservations service, Spa-Finders is offering 

discounts at 11 U.S. spas for all bookings on which the company- 
receives deposits by. . . 
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...to events, buy merchandise (i.e. CDs, DVDs, Videos, Books, etc.), read 
daily entertainment news, find local restaurants, make 
reservations online and take advantage of special ticket 
discounts and promotions only offered on EnSpot.com. 
According to Arnold, EnSpot.com also is an... 
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TRISTAR AIRLINES : Computer correction opens thousands of TriStar Airlines seats at the lowest available 
fares 

May 21, 1996 

Byline: Business Editors & Travel Writers 
. . .at $89 

each way, the airline industry ! s lowest possible fare. 

All travel agent computer reservation systems will find 
huge 

discount and seat availability on all TriStar Airlines' flights 
(unless a flight is completely sold out... 
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Wake up to new learning technologies 

Caudron, Shari 

Training & Development v50n5 pp: 30-35 
May 1996 

ISSN: 1055-9760 Journal Code: STD 

Word Count: 2891 

Text: 

...employees who travel and need knowledge resources while on the road. 

With the ability to store large amounts of data, these CDs also are 

great for employees who need convenient access ... information can change by 

the hour. Commercial airlines, for example, use performance systems to help 

reservation agents determine flight times and prices to meet 

customer needs. Package delivery companies use them to track 

weather and delivery schedules in different cities. 

But even in those few industries where information does... 
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...Web specials. The travel agent section only provides information about 
commissions and discount rates for retailers, but Marketing Manager 
Traci Esch says a protected agent section is part of the firm. . . 

...protected section for agents, but one is expected by fall. Currently the 
only mention of retailers is found under Programs and 'Services, 
where users can connect with travel organizations to help. . . 

...be running by the summer. In Budget 1 s personal identification 
number-protected agent-only section, retailers can access Unlimited 
Budget program information, check their status in the program or find, out 
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...percent discount for Internet bookings through May 31. 

* Dollar [www.dollar.com] : Visitors to this user-friendly site 
can scroll through and find out about the company's rates, worldwide 
locations ... 

...newest addition to the site is a Hot Deals To Go! link under Rates and 
Reservations, where users can find the latest specials 
by state. Dollar is also in the process of constructing a link to 
individual locations' Web sites. 

Consumers and agents can make reservations through the site, and 
retailers have a special section to obtain online rates and 
reservations; information on Dollar's travel... 

...French, Spanish and Italian. The firm's colorful site includes a secured 
agent section, where retailers can check, confirm or cancel 

reservations. The site also provides links to its vehicle guide ... rates and 
reservations, partners and promotions, the Blue Chip program, hot news and 
worldwide locations. Retailers can book through the same page as 
consumers by clicking on the prompt, "Are you a travel agent?" in the 
booking form. Retailers can then make reservations by entering their 
I ATA number. There is also a link to Travel Agent Info, where 
retailers can access links, promotions and travel agent news. 
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Language: English 

Record Type: Fulltext; Abstract 
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...Equation (5) computes the broker f s commission income derived from other 
brokers 1 buyer clients that buy the broker 1 s own multiple listings 
(obviously, through the information supplied by the MLS) . Equation. . . 

...is expected income earned by the broker from buyer clients whom the 

broker represents that purchase multiple listings from other 

brokers. (11) Again, the per unit commission is halved. (N. sub ... type of 

transaction is also influenced by the probability of a match once listings 

and buyers have been attracted. ((Delta) .sub.E) is the probability 

of a match between broker j's exclusive listings and multiple listings and 
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broker j's buyer clients. ( (Delta) . sub .M) is the probability 

of a match between broker j's multiple listings and other brokers' 

buyer clients. ( (Delta) . sub. B) is the probability of a match 

between broker j's buyer clients and other brokers' multiple 

listings. These probabilities are likely be different and their differences 

will... 

...listings. Similarly, one would expect the distribution of bid prices of 

a broker's own buyer clients to be narrower than would be the 

case for the buyer clients of all other brokers. In a " 

hot" market characterized by relatively high volume, one would 

expect the intersection of the distribution of... be sold to buyers 

represented by other brokers or buyer clients of the broker could 

purchase exclusive listings of other brokers as a consequence of 

private advertising, signs or word of... 
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...client makeup is 65 percent business and 35 percent tourist, director of 

sales Michal Chour estimated that online reservations had 

risen from 0.01 to 0.04 percent from January to March of this... 

...as to have links on sites which are of interest to the guests, for 
example weather sites, official sites of cities and so on. Although 
it is not easy to get... 

...you do so, it is often very expensive." For example, the Web site 
NetHotels gives .customers two options - joining as a partner with 
direct "real online" booking, which costs more, or... 

Naics Codes/Descriptions: 

514191 (On-Line Information Services) ; 45411 (Electronic Shopping 
& Mail-Order Houses) ; 72111 (Hotels exc Casino Hotels & Motels) ; 
56159 (Other Travel Arrangement & Reservation Services) 
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...almost simultaneously with IDC for the Eastern Interconnection. 

Ultimately, EPRI and others envision a larger "transaction 
reservation and f lowbased congestion management system. " Such a 
system would integrate IDC; the existing Open Access... 
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Online Transaction 'Try before you buy' made easy for the surging interest in RV ownership. 

PR Newswire 

Tuesday , July 4, 2006 T15:28:00Z 

Journal Code: PR Language: ENGLISH Record Type: FULLTEXT Document Type: NEWSWIRE 
Word Count: 436 

Text: 

ReserveAmerica, the United States 1 leading recreation 
reservation service and Fleetwood Folding Trailers, America's 
largest RV manufacturer, have exclusively partnered to enable consumers to 
rent Fleetwood RVs through ReserveAmerica 1 s online national 
reservation service. This first-ever RV and campground single 
transaction reservation service will launch this summer 
featuring Fleetwood's Sun Valley RV model, which comfortably sleeps... 
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...factor is often how a customer contacts the hotel: directly or through 
the central 8 00 number. 

To explore the potential discrepancies, I called 13 hotels in 11 
cities on Nov. 10, requesting the least expensive... 

...asked whether I was a member of a convention, or eligible for any other 
special discount, I said "no." To make things more interesting, I 
visited three Seattle hotels on Nov. . . 



...have opened up based on people calling the hotel directly to cancel or 
change their reservation." 

To determine if any generally available discounts could 
further reduce the "least expensive room" rates quoted by any of the hotels 
or their central reservation services, each call ended with a query about 
any general discounts including those available to members of the 
American Association of Retired Persons and senior citizens... 

...reductions. A. A. A. rates did provide additional savings at four hotels 
but even these discounted rates were not always available from both 
direct and central 800 numbers. 
When I visited. . . 
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. . .more creative ways of making money. 

The most important strategy, is the use of sophisticated 
reservations computers to determine the lowest 
possible number of cut-rate tickets that should be offered on 
each flight. That 1 s why it's often difficult or impossible to get a 
discount seat on a high-demand, New York-Los Angeles Sunday 
afternoon flight, and easy to. . . 
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...for airlines to make more money. 

The most important strategy is the use of sophisticated 
reservations computers to determine the lowest 
possible number of cut-rate tickets that should be offered on 
each flight. That 1 s why it's often difficult or impossible to get a 
discount seat on a high-demand, New York-Los Angeles Sunday 
afternoon flight, and easy to. . . 
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. . .to other ways of making money. 

The most important strategy is the use of sophisticated 
reservations computers to determine the lowest 
possible number of cut-rate tickets that should be offered on 
each flight. That's why it's often difficult or impossible to get a 
discount seat on a high-demand, New York-Los Angeles Sunday 
afternoon flight, and easy to. . . 
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...hotels has more room-rate . discretion. To secure the best rate, you 
should always make reservations. 

* Find out about special weekend discpunts, promotional 
rates and off-season discounts. Also check if a package deal is 
available, which could include hotel meals or tickets... 
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...site, as well as their rental experience. The newest addition to the 
site is a Hot Deals To Go I link under Rates and Reservations, 
where users can find the latest specials by state. Dollar is also in 
the process of constructing a link. . . 

. . .visitors can use it to locate vehicle photos and amenities, locations on 
a map and reservation phone numbers. The site also includes a 
Questions & Answers section for those unfamiliar with the rental 
process . . . 

17/3,K/3 (Item 1 from file: 492) Links 
Arizona Repub/Phoenix Gaz 
(c) 2002 Phoenix Newspapers. All rights reserved. 
07743310 

PERCHED ON THE EDGE OF TIME A VISIT TO THE HOPI MESAS 

Phoenix Gazette ( PG ) - WEDNESDAY, August 31, 1994 
By: Scott Craven, THE PHOENIX GAZETTE 
Edition: Final Section: Tempo Page: Dl 
Word Count: 1,257 



...as it was when Hopis settled in the 12th century. The tribe relies on 
minimal rain to grow crops. Jobs, are scarce, so many Hopis 
leave the reservation to find work. 

More troublesome is the ongoing land dispute with the Navajos, whose 
reservation engulfs the... 
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....the multimillion-dollar destination resort that is the pride of the 
Confederated Tribes of the Warm Springs Reservation. v "You 
couldn't find it . ' ' 

Guest tepees and cabins, the pool house and the restaurant next to the 
Warm Springs River were demolished. Only the upper portion of the RV 
park and one cabin. . . 

...000 of that was not attributed to the village' 1 closure; the resort 
doesn ! t release total revenues. Jarrett estimated that it 

also meant a 40 percent decline in employment at the resort, where the... 
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Abstract 

This paper describes the challenges in building a next generation e-business solution that allows businesses 
to manage their sell-side distribution channels especially when the channels involve intermediaries such as 
dealers. We present the Tavant platform that provides a solution to this complex problem and discuss some of its 
main features and components. We describe the Channel Configurator component that provides a framework to 
support the high-configurability requirements of the channel. We also discuss the platform 's support for time- 
based transactions such as rentals which is becoming a prominent transaction model in the sell-side channel. 

1 Introduction 

Over the past few years, the web has revolutionized the way corporations conduct their businesses. From allow- 
ing companies to deal directly with customers, to enabling businesses to interact with one another in an efficient 
way, the web has impacted the functioning of businesses in a hitherto unprecedented manner. In this paper, we 
discuss the challenges in building a next generation e-business solution that allows corporations to manage their 
sell-side distribution channels. We discuss the dynamics of complex, fragmented and multi-brand distribution 
channels that involve various intermediaries (such as dealers, large buyers, etc.), and Tavant's unique approach 
to addressing its needs. 

Manufacturers sell products in different ways - some sell directly to customers, while others develop exten- 
sive, and sometimes exclusive, distribution channels to sell their products. The sell-side solutions being built 
today are focused largely on enabling manufacturers to establish direct relationships with customers and do not 
cater to the needs of the various partners in the distribution channel. Tavant's sell-side channel integration so- 
lution focuses on maximizing the economic value of sell-side distribution channels by making it easier for all 
participants to interact, leverage each others knowledge and customers, and gain transparency in the channel. 

Figure 1 illustrates an example sell-side distribution channel for a construction equipment manufacturer. 
The channel partners include dealers, distributors, and national chains. The channel partners usually are in- 
dependent, have their own geographically localized brands, and have relationships with multiple brands and/or 
manufacturers that may compete with each other. The channel partners are an essential part of the manufacturer's 

Copyright 2001 IEEE. Personal use of this material is permitted. However, permission to reprint/republish this material for ad- 
vertising or promotional purposes or for creating new. collective works for resale or redistribution to servers or lists, or to reuse any 
copyrighted component of this work in other works must be obtained from the IEEE. 
Bulletin of the IEEE Computer Society Technical Committee on Data Engineering 
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Figure 1 : Example Sell-side picture for a construction equipment manufacturer 



distribution strategy because they provide value added services like helping in product selection and configura- 
tion, supporting the after-sales needs of customers, managing the lifecycle of the products, and enhancing the 
value of the manufacturer's brand. Contrary to popular belief, the Internet will not dis-intermediate these critical 
cogs in the distribution wheel. 

While the channel partners add great value and are critical to the success of a business, currently there exist 
no tools that help the manufacturer leverage the strength of the channel partners in an efficient way On the 
contrary, several channel factors have an adverse affect on the manufacturer. 

• Brand confusion/dilution: Channel partners participate in the distribution channels of several different 
manufacturers. The presence of several conflicting brands makes it hard for the manufacturer to establish 
a strong brand presence in the channel. 

• Fragmentation: Most channel partners (e.g., dealers) are localized, independently owned, and have a 
limited number of locations. This makes it difficult for the manufacturer to obtain an integrated and 
up-to-date knowledge of their operations (e.g., inventory, sales data, demand forecasting). 

• Lack of knowledge of the customer. The customers mostly interact with the channel partners and do not 
interact with the manufacturer. Thus, it is difficult for the manufacturer to understand the most important 
asset of their business - the customer. 

• Varied transaction models: Transaction models such as rentals and leasing are becoming increasingly 
common. Manufacturers and channel partners have to adapt themselves to deal with the impact of these 
models on their businesses. 

Channel partners also face several difficulties that adversely affect their productivity. 

• Insufficient liquidity of inventory. Most channel partners suffer from an inability to share resources such 
as inventory and customer information with their peers. Sharing these resources can lead to tremendous 
benefits to the channel partners including better utilization of inventory and increased customer satisfac- 
tion. 

• Poor inventory planning: For most channel partners, efficient management of the inventory is critical to 
the success of their business. The inability to communicate inventory supply and demand information 
with manufacturers leads to poor utilization of inventory. Manufacturers also face a similar problem due 
to their inability to access the inventory levels of channel partners such as dealers and distributors. 
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Finally, from the perspective of the customers, a complex distribution channel consisting of a variety of 
independent, autonomous channel partners ultimately leads to confusion and poor buying experience. 

• No single point of contact for after-sale needs: Ideally, customers should be only aware of a single entity 
for their after-sales and service needs. Fragmented and loosely coupled distribution channel can lead to 
multiple points of contact for these needs leading to customer confusion. 

• No single point of contact for related product needs: In order to get a seamless buying experience, cus- 
tomers should not have to deal with multiple sellers to obtain related products and services. A distribution 
channel that does not allow for sharing of resources and information among the partners will deprive the 
customers of their preferred "single point of contact" customer experience. 

• No unified account management Large national customers would like to have a single account that works 
across channel members belonging to different geographic locations with portable credit across these 
members. 

Tavant has built a sell-side commerce platform to specifically address the above needs by enabling manufac- 
turers as well as the channel partners to better manage the channel by improving communication between each 
other and with the end-customers. Tavant's solution gives manufacturers more visibility into the channel, en- 
ables them to extend the reach of their brands, and allows them to participate in downstream revenue^ . Channel 
partners, in turn, gets a solution that gives them access to the manufacturers resources such as inventory, allows 
them to participate in multiple networks where they can cross-sell complementary inventory to customers, and 
lets them manage their existing business relationships more efficiently. 

As mentioned earlier, current sell-side solutions are focused on enabling manufacturers to establish direct 
relationships with customers. These attempts have not been well-received by the channel partners and have 
created channel conflict, resulting in limited success. Tavant's solution, on the other hand, is architected to 
address the challenges in integrating complex distribution channels and is designed to empower the channel 
partners. 

In Section 2, we present the Tavant Platform and provide an overview of a few important components of the 
platform. In Section 3, we discuss an important feature of the platform that allows channel member^ to tailor 
their experience based on their individual preferences. We discuss the unique time-based transaction component 
in Section 4 and conclude in Section 5. 

2 Tavant Platform 

One of the challenges in building a channel integration platform is to develop a core set of concepts - i.e. a 
model, that supports the diverse needs of the channel and is able to adapt to its evolving needs. The Tavant 
platform consists of a flexible model and a variety of features to integrate and manage channel partners. These 
include: 

• Network and Website Management : Allows manufacturers to create networks to aggregate the various 
partners in their sell-side channel and their assets (such as inventory) into a logical unit. Channel members 
can create customized websites which act as access points into the networks. 

• Custom Channel Views : Offers customized views of the various types of channel members to other 
channel members. These views bring true transparency and integrity to a fragmented distribution channel. 
We list a few examples below and mention some of the benefits they bring to the channel members : 

Revenues generated after initial sale through services, parts sale, etc. 

2 A11 the players in a channel - including the manufacturer, channel partners, and customers. 
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Figure 2: Tavant platform - Application Architecture 



- M2D : Manufacturer's view of Dealers. Gives the manufacturer access to the dealers' inventory, and 
sales and rental data. This helps them in demand forecasting and planning production operations. 

- D2M : Dealer's view of Manufacturers. Helps the dealer to access product information and produc- 
tion capacities of the manufacturers which can help them improve their inventory utilization. 

- D2D : Dealers view of other Dealers. Enables the dealer to share inventory with other dealers 
to increase their inventory liquidity, and also enables them to communicate product and customer 
information with other dealers in an efficient way. 

- C2D : Customer's view of Dealer. Provides the customer with commerce facilities (product search, 
order management etc.) on a dealer's website. If the dealer shares inventory of other channel mem- 
bers, the customer can get a wider selection of similar and related products on the same dealer's site. 
The customer can thus have a single point of contact for most of his product needs. 

• Micro-channels : Channel partners such as dealers can create sub-networks consisting of partners that 
don't belong to the original network. For example, a dealer can create a micro-channel consisting of the 
various independent retail stores that he deals with. The sub-network adds utility to and derives benefit 
from the main network. The ability of channel partners to create micro-channels helps the networks and 
sub-networks expand their scope in an easy and scalable way. 

• Multi-network membership : A channel partner can belong to multiple networks. This provides greater 
visibility to the partner, brings more customers and revenue opportunities, and increases the number of 
members whom they can partner with. 

• Integrated login : A customer in a network can use their login, account, and credit in all the websites of 
the various members of the network, 

• Multiple transaction models : Supports various kinds of transactions that happen in the channel such as 
New Product Sales, Used Product Sales, Rentals, and Services. 

The Tavant platform is offered as a hosted service (ASP) to its customers. Figure 2 illustrates the application 
architecture of the platform. It consists of a variety of core sell-side e-commerce services like Catalog Manage- 
ment, Product Search, Pricing, and Order Management. These commerce services can be integrated to create 



specific end applications like Rentals, New/Used Product Sales, and Services. The Order Management service 
supports multiple kinds of workflows through which an order can be submitted. These include Instant, in which 
the order is completed in real-time and in sync with the user's action, Request-Response-Confirm, in which the 
user requests for price, availability or other information from the supplier and then confirms the order when he 
gets a response, and Request for Quotes (RFQ), in which a user sends a request to many suppliers and accepts 
the most favorable quote(s). Another platform service, namely the Channel Management service, supports most 
of the channel integration features described earlier. The platform also provides XML based connectors to in- 
tegrate with external systems such as dealer automation software, ERP applications and legacy systems. This 
allows channel members to continue to use their existing systems for their regular operations. 

The platform also contains two core components, Channel Configurator and Time-based Transactions, that 
provide infrastructure for the various platform services. Channel Configurator provides a framework to support 
the extensive customization needs of the various channel integration features. The Time-based Transactions 
component provides services to support time-based transaction models such as rentals and service-scheduling 
(e.g., scheduling repairs and inspections). We discuss these components in the next two sections. 

3 Channel Configurator 

As discussed earlier, the requirements of sell-side channels are varied and dynamic. Hence, the channel inte-' 
gration features supported by the platform need to be highly configurable. The Channel Configurator provides 
a framework to address these configurability requirements. A website that is created to access a network can 
customize the site along various dimensions such as 

• Data : Select from available product categories; filter products based on attributes such as manufacturer. 

• Operations : Choose from available applications such as Sales (New/Used), Rentals; choose from various 
workflow models such as Instant, Request-Response-Confirm, and RFQ. 

• Presentation (Look-and-Feel) : Choose from a set of UI styles; pick branding, logo, and colors. 

The Channel Configurator also provides a mechanism for channel members to (a) specify the parts of their 
data they wish to expose to other members, and (b) to specify, from the parts exposed by other members, the 
parts of data they wish to access. This allows the channel members to retain the security and confidentiality of 
their data, and at the same time allow for greater channel transparency and information exchange between the 
members. This mechanism forms an important part of the Custom Channel Views functionality described in 
section 2. 

We now illustrate some of the configurability choices with an example based on figure 2. Manufacturers A 
and G have created networks - Network Nl and Network N2 respectively, to integrate their sell-side channel, 
and created websites MF-A.com and MF-G.com to access the network. Other channel partners - Dealer B, 
Dealer D and Dealer F, have also created websites (namely, DL-B.com, DL-D.com, and DL-F.com) to access 
the networks. Dealer D carries products manufactured by both A and G and is a member of both networks. As 
an example of selecting what data to expose, dealers B and D may not share inventory with each other, but D can 
share inventory with both A and G. To preserve their branding, A can filter the products listed on MF-A.com to 
the product categories relevant to A, and within those categories restrict them to only those manufactured by A. 
Hence, when a user visits MF-A.com, he can see products carried by D that are manufactured by A but cannot 
see products of D that are manufactured by G. As an example of an operation filter, manufacturer A who may 
only sell new products to its customers, can choose to expose only the new sales application on MF-A.com. On 
the other hand, Dealer D may sell and rent products, and hence can decide to expose new sales, used sales, and 
rentals on DL-D.com. As another operation customization, A can enable RFQ 's on MF-A.com to help customers 
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request quotes from multiple dealers - dealers B and D for example. On the other hand, D may have no need for 
such a functionality, and hence disable RFQ 's on DL-D.com. 

One of the important challenges in architecting the Channel Configurator component is to support these 
high-configurability requirements in a single platform. Further, the interplay between the various functionalities 
and the variety of configuration knobs also pose special challenges - for example, supporting keyword based 
product search on a large number of channel websites with varying data filters on each website. The Channel 
Configurator has been architected with the aim of enabling our solution for "configurability without custom 
programming". This approach, unlike many ERP solutions that require programming and huge deployment 
costs for client-side customization, allows for easy and rapid customization of Tavant's solution. 

4 Time-based Transactions 

Renting is a common transaction model that occurs frequently in the real world. One of the unique features 
of the Tavant platform is its support for rentals and other time-based transactions such as service scheduling. 
With it, the platform can support networks consisting of rental stores, and dealers and manufacturers of rental 
products. 

Most of the current e-commerce systems only enable buy/sell transactions and these systems do not have 
a fundamental notion of time. The few existing solutions that deal with the concept of time are very domain- 
specific (e.g., SABRE platform in the travel industry). We now look at some of the necessary and useful services 
needed to support time-based transactions in an e-commerce system. 

• Availability : The system has to check whether the required quantity of the resource is available for the 
requested time period. The availability computation unit has to check all existing orders and ensure that 
the requested quantity is available at all times during the requested time period. The challenge is in 
developing an efficient method to answer this complex query with low response time. 

• Alternatives : If the resource is not available, the system can suggest "close" alternatives. The challenge is 
to determine what is "close" - partial quantity, a different time-period, a different provider of that resource 
or a similar resource. 

• Complex transaction requests : A customer may want certain units of a resource at the "earliest possible 
time". 

• Dynamic pricing : Pricing could be based not just on when the transaction occurs (weekends/weekdays, 
holidays, seasons etc.), but also on duration of the transaction. 

The Time-based Transactions component incorporates the concept of time in a fundamental way and is 
designed to cater to the above challenges. 

5 Conclusion 

Integrating the sell-side channel of a business greatly improves the efficiency and economic value of the chan- 
nel. The Tavant platform provides a solution to address the integration needs of channels that involve various 
intermediaries (such as dealers, large buyers, etc.). The platform contains a core set of concepts to model this 
complex problem, and provides features such as Network and Website creation, and Custom Channel Views to 
integrate the channel and improve its transparency. The solution needs extensive configurability to support the 
diverse needs of the channel, which creates significant engineering challenges. The Channel Configurator is 
a configuration framework that is designed to handle these challenges. With its support for time-based trans- 
actions, the Tavant platform has the unique ability to integrate sell-side channels involving rental stores, and 
dealers and manufacturers of rental products. 
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